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Enterprising States 2013: Getting Down to Small Business 
by Praxis Strategy Group 05/01/2013 - The following is an excerpt from a new report, Enterprising States, released this week by the U.S. Chamber of Commerce Foundation and written by Praxis Strategy Group and Joel Kotkin. Check the interactive dashboard to see how your state ranks in economic performance and in the five policy areas studied in the report.

Nothing better expresses America’s aspirational ideal than the notion of small enterprise as the primary creator of jobs and innovation. Small businesses, defined as companies with fewer than 500 employees, have traditionally driven our economy, particularly after recessions. Yet today, in a manner not seen since the 1950s, the very relevance and vitality of our startup culture is under assault. For the country and the states, this is a matter of the utmost urgency. 

The central motor of the job engine clearly is not firing on all cylinders. Historically, small business has accounted for almost two-thirds of all net new job creation, but recent research shows that the rates of new business startups are at record lows. The “gazelle companies”—fast-growing firms, mostly younger ones—have traditionally made outsized contributions to new job creation. After previous recessions, these businesses drove job growth and, perhaps more important, created innovations that often spread to larger, older, more established firms, which sometimes later acquired them.  Weak job growth has touched the entire economy. Gross domestic product growth is weak, unemployment remains at nearly 8%, and business sentiment is far from optimal. Despite high stock prices and consistently strong corporate profits, the rate of employment growth remains lower than the rate of the expansion of the workforce. Given the understandable focus of larger firms on boosting productivity and on investing capital into technology, it’s highly unlikely these companies will create enough jobs to dent our huge and growing employment deficit. 

Policymakers ignore small business at their own peril and that of the economy. 

The Changing Nature of Small Business 
Small business may be down, but it is far from out. There have been some small, subtle upward shifts in employment in three of the industries—construction, manufacturing, and retail—that bore the brunt of the recession-driven job losses. Any sustained uptick in growth will further widen the opportunities for small business to expand and perhaps recover something of its past vigor. 

It is critical that states and communities that embrace a pro-enterprise vision address a rapidly changing small business environment. Small business today reflects a host of ethnic, social, and generational changes. Successful programs will need to adapt to these new realities that reflect a far more diverse, and profoundly different, set of players. 

Immigrants constitute a growing and important part of the entrepreneurial landscape. Even in the midst of the recession, newcomers continued to form businesses at a record rate. The number of women-owned firms has grown at one and a half times the rate of other small enterprises over the past 15 years. These companies now account for almost 30% of all enterprises. Finally, there is the issue of generational change. Baby boomers were, on the whole, a profoundly entrepreneurial generation, and by many measurements their Generation X successors have proven even more so. The millennial generation, based on recent assessments, may be somewhat less entrepreneurial than their predecessors. 

We are also witnessing the rise of a new kind of enterprise that often employs no more than the proprietors but frequently provides quite sophisticated high-level products or services. In many cases, these “jobless entrepreneurs” include corporate executives, technicians, and marketing professionals who, by either choice or necessity, have chosen to strike out in their own micro-enterprises. A large portion of this growing “1099 economy” comes from the growing ranks of boomers who are no longer willing or able to work for a larger enterprise. According to the Census Bureau, small business without payroll makes up more than 70% of America’s 27 million companies, with annual sales of $887 billion.

The States Get Down to Small Business
Every state has policies and programs that are intended to encourage entrepreneurship and support small business development and expansion. Many states have introduced legislation or established programs to focus on startup companies, and many states have bolstered policies targeted at helping existing businesses grow and expand their markets. State funding of programs for entrepreneurial development is estimated to have increased by 30% between 2012 and 2013.  States vary considerably in the policies, regulations, and taxes that affect small business. Most states have an array of loosely integrated small business programs, although some have a more comprehensive, integrated small business policy and program framework. No state has the “best” tax policy for all entrepreneurs. Instead, different states have tax policies that suit certain types of companies better than others. Consequently, the states that are best for new businesses are not always the most favorable for existing small businesses; the states that are best for one business sector may not be best for another. 

States and cities should consider small business development not as a separate cause, but as a basic building block for economic growth. Even if state governments can do little to promote enterprise and small business development directly, there are things they can do to increase the chances that entrepreneurs will thrive. Smart, pragmatic economic policymaking at the state level can play an instrumental role in fostering startups and growing companies, particularly when programs are effectively deployed right where the businesses are located. 

The following are some new and innovative policy and program approaches that states are employing and/or supporting to create and expand small businesses, often in cooperation with local and regional development organizations:
1. Accelerator initiatives that focus on starting high-growth firms by turning startups 
into enduring companies.
1. Economic gardening initiatives that focus on expanding existing firms with strong 
growth potential. 
1. Business plan competitions to identify companies with exciting ideas and high 
potential.
1. Business ecosystem initiatives, often with a regional focus, that take a comprehensive approach to creating an environment that is highly conducive to startups. 
1. Workforce development initiatives that help small businesses find and train the talent they need to operate and compete.
1. Seed and venture funds that focus on startups and expanding firms.
1. Networking and collaboration initiatives that bring small businesses and self-employed entrepreneurs together with large companies and universities.
1. International trade programs that help small businesses reach out to new global export markets.
1. Streamlined state administrative processes and regulatory procedures for small business by cleaning up the DURT (delays, uncertainty, regulations, taxes) that impede small business success.
1. Broadband investments that provide small businesses of all types with the online access necessary in the 21st century.

Governors of states recognize the importance of small businesses and often take the lead in reforming state policy and service delivery to make growth and commerce easier for small business. Governors can offer fast-track access to financial resources and a full slate of state services that help small businesses connect with technical expertise, customers, suppliers, and state agencies that interact with small business as regulators or partners in development. 

US Housing Starts Plunge, But Permits Soar
(AFP) on Google.com, 5/16/13 - Construction of new US homes plunged in April but new building permits soared, official data showed Thursday pointing to continued recovery in the housing sector.  Housing starts plummeted 16.5 percent from March to an annual rate of 853,000, according to seasonally adjusted Labor Department figures.  The plunge came after two months of gains, including March's surge to more than one million units. The drop was steeper than the 970,000 rate expected by analysts.  The typically volatile multiple-family sector led the decline, with starts diving 37.8 percent. Single-family housing starts fell 2.1 percent.

Year-on-year, starts were up 13.1 percent.  New building permits for single and multi-family housing, a sign of potential future construction activity, surged 14.3 percent from March to an annual rate of 1,017,000.  Permits were up 35.8 percent from a year earlier.

Analysts said the trend in housing construction was still upward.  "Stirred by volatile multi-unit starts, housing starts are experiencing an adjustment after two months of solid gains," said Mei Li of FTN Financial.  "The rise in building permits suggest the starts drop represents a temporary setback."  With mortgage interest rates near historic lows, an improving economy and tight inventory on the housing market, home builders are growing more confident, according to a survey released Wednesday.  The National Association of Home Builders/Wells Fargo housing market index gained three points to a 44 reading for May.

"Builders are noting an increased sense of urgency among potential buyers as a result of thinning inventories of homes for sale, continuing affordable mortgage rates and strengthening local economies," NAHB Chairman Rick Judson said.

69% of Employers Plan to Offer Healthcare Coverage After 2014
Margaret Dick Tocknell, for HealthLeaders Media , May 20, 2013 - The Patient Protection and Affordable Care Act is having little effect on workforce strategies, employer survey data shows. More than two-thirds of employers say they will continue to provide healthcare coverage when health insurance exchanges begin operation in 2014.

Despite ominous predictions that employers would drop healthcare coverage en masse in response to the strictures of the healthcare reform law that has not come to pass. Instead, employers are largely are planning to keep offering health plans to their workers and the Patient Protection and Affordable Care Act is having little effect on workforce strategies, employer survey data shows.

Still, look for employees to continue to pay a larger portion of their healthcare premiums as well as the medical care they receive.  More than two-thirds of employers (69%) say they will continue to provide healthcare coverage when health insurance exchanges begin operation in 2014. That's up from 46% in 2012 according to the 2013 Employer-Sponsored Health Care: ACA's Impact (PDF), a survey by theInternationalFoundation of Employee Benefit Plans.

Meanwhile, only 2% of employers are considering terminating their healthcare coverage as a result of the healthcare reform law, the survey reports.  It also provides some relief from consistent concerns that the PPACA will contribute to higher unemployment. Few organizations report that they are changing their workforce hiring or reduction strategies as a result of healthcare reform. Only 16% have adjusted or plan to adjust hours so fewer employees qualify as full-time.  The IFEBP survey results demonstrate that employers have developed some level of comfort with the healthcare reform law. In the 2012 survey, 31% of respondents were still taking a "wait and see" approach to the PPACA. By 2013 only 10% were still sitting on the fence.  In a telephone interview, Julie Stich, research director for the Milwaukee-based International Foundation of Employee Benefit Plans, credited the Supreme Court decision affirming the healthcare law and the end of the election season with putting employers in a "move on" frame of mind. "There's more certainty now among employers regarding how employee healthcare coverage will be affected," she adds.

Employers are now taking a more proactive approach to incorporate PPACA rules and regulations into their business models. The actions most frequently mentioned by survey respondents:
1. Developing tactics to deal with the implications of healthcare reform (52%) 
1. Implementing changes to make their health plans compliant (39%)
1. Developing multiyear approaches to reform (38%)
1. Modeling the financial impact of the ACA on their organization (37%)

Cost containment is critical as "employers across the country… deal with the impact of implementing the PPACA while still being able to provide competitive benefits for their employees," says Stich.  More employers are planning to make changes in 2014 to their current benefit plans that will affect employees and plan participants as a result of current and upcoming PPACA regulations:
1. Almost one in five employers (18%) has already increased the participant share of plan premiums and 25% expect to take that step in 2014.
1. Some 14% have increased in-network deductibles and 18% will take that step next year.
1. Only 10% have already taken the step of increasing the employee contribution to dependent coverage costs but 24% expect to jump on that bandwagon in 2014.
1. Some 14% have already increased out-of-pocket costs and 18% will take that step next year.

One surprise, says Stich, is that employers are already taking steps to avoid the nondeductible excise tax on their high-cost health plans, which are defined as healthcare premiums that exceed $10,200 for single coverage, or $27,500 for family coverage. The tax goes into effect in 2018, but 17% have already begun redesigning their primary health plan to avoid the tax and 40% are considering action.
Among other findings:
1. Some 25% are increasing their emphasis on high-deductible health plans with health savings accounts (HSAs,) while 14% are assessing the feasibility of adding a plan.
1. Almost one-third of respondents (31%) named extending coverage of adult children to age 26 as the ACA provision producing the most significant cost increase.
1. One quarter of respondents (25%) plan to expand the use of financial incentives to encourage healthier lifestyles in the next year.  The online survey was conducted in March 2013. The 966 respondents include benefit and human resources professionals as well as financial managers.
Margaret Dick Tocknell is a reporter/editor with HealthLeaders Media

Leading Indicators Index Rises In April
From The Society of Manufacturing Engineers Daily Executive Briefing, 5/20/13 - The AP (5/17) reported, “The Conference Board says its index of leading indicators increased 0.6% last month to a reading of 95. That followed a 0.2% decline in March.” 

Bloomberg News (5/17, Smialek) reported, “Advancing stock prices and a recovering housing market may be propping up household spending, which accounts for about 70 percent of the economy. Still, slowing in manufacturing, automatic federal budget cuts and higher payrolls taxes threaten economic growth.” Bloomberg News reported, “Seven of the 10 indicators in the leading index contributed to the increase, including a jump in building permits, a drop in the number of jobless claims and the widening interest-rate spread between the federal funds rate and 10-year Treasury notes.” 
        
[bookmark: S7]Reuters (5/17) also covered the story. Payrolls Increased In Thirty States In April.

Bloomberg News (5/17, Kowalski) reported payrolls rose in thirty states in April. “Texas led the gains in payrolls, adding 33,100 jobs last month, followed by New York and Florida, according to” the Labor Department. “California, New York and South Carolina were among states with the biggest decreases in joblessness.” According to Bloomberg News, “Widespread employment gains indicate that stronger demand has induced companies to fire fewer workers and, at times, boost staff levels.” 

Program Success of the Week:  Just In Time Heating & Air Conditioning
Just In Time Heating and Air Conditioning in Sandwich, IL has been very busy over the last few years.  Justin Norquist, Owner, and Janeen Henrichs, Operations Manager, contacted the Illinois Small Business Development Center (SBDC) at Waubonsee at the end of 2011 for help growing their business. Justin purchased the business from his dad in 2010. Revenue was increasing, and he had big plans for growth. Meanwhile, Janeen was working on implementing operational procedures and systems to support that growth.  Throughout 2012, and utilizing a Small Business Administration Jobs Act grant, the SBDC has helped Just In Time improve QuickBooks implementation, acquire two business, create new operational processes, and implement new HR policies and procedures.

Rapid growth can put a huge strain on a small business if not managed properly. Justin and Janeen realized the importance of getting help; from practical advice on how to manage growth, to honest feedback and encouragement when the workload seemed overwhelming.
“Harriet Parker and the SBDC have been instrumental in helping Just In Time during this period of rapid growth. We now have the tools in place to better manage our business by easily accessing financial information, implementing a great forecasting tool, and ensuring all necessary policies and procedures are in place.”
Developing pricing was a major challenge after one acquisition opened the commercial HVAC for national brand chains market.  The pair talked with other industry people to learn the bidding process, researched industry best practices, and identified their competitive differentiators. They then worked with the SBDC to evaluate their price and cost model to ensure profitability.

Their most recent acquisition added plumbing to their service  repertoire. Justin and Janeen are in the process of implementing staff and procedures for this new segment of the business.  While Justin has pledged to take a break from acquiring new companies, continued growth is his top priority.  If all goes according to plan, Just In Time is looking at tripling their revenue in only three years.  Justin adds, “As small business owners, we have to wear many hats. We strongly recommend utilizing the resources provided through the SBDC to help ensure you have the correct procedures and infrastructure in place for each stage of growth. Customer service is extremely important to us. By putting the necessary infrastructure in place in our own business, we now have the ability to ensure that our existing customers, as well as our new customers, receive the same great customer experience in dealing with Just In Time.”

Learn more about Just In Time at www.justintimeheating.com or give them a call at (630)553-5302 or (815) 570-2244.

Resource of the Week:  Monster.com Hiring Guide
Monster offers a comprehensive range of recruiting and hiring resources for small businesses. Explore the articles below for information on topics like recruiting candidates, ideas on how to conduct interviews, and following up with candidates. Bookmark this page and check back often for new articles and links.

http://hiring.monster.com/hr/hr-best-practices/recruiting-hiring-advice/strategic-workforce-planning/small-business-hiring-guide.aspx

WebCATS Update - Professional Development
All centers should be using WebCATS to effectively and accurately track staff professional development programs and hours. In order to use WebCATS to count professional development hours you must first make yourself a client in WebCATS.  Once this is done you can add professional development programs and hours through the Inquiries option in the left hand tool bar.  Please contact Tom Becker at tom.becker@illinois.gov if you need more information or additional instructions.
What's New On CenterConnect 
This week on CenterConnect under the Weekly Connection tab you will find the April 2013 Illinois Small Business Development Center(SBDC) Network Performance Report containing updated information on activities and outcomes reported for the programs that make up the Illinois SBDC Network. 
Moves and News
All of us who are involved with the Illinois SBDC Network and the DCEO OEIT want to offer our sincere CONGRATULATIONS and BEST WISHES to Kathleen Bishop on her retirement.  After twelve years of outstanding, dedicated and inspiring service as a Network Coordinator, Kathleen will be state service to enjoy her new life. Her last day at DCEO and the Illinois SBDC Network will be Friday, May 31st. We will all miss Kathleen immensely. Please join me in sharing our sincere appreciation with Kathleen for her tremendous efforts in support of Illinois small businesses.  Kathleen, a HUGE THANK YOU from all of us and…. ENJOY ! ! ! 
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WebCATS 
By: Outreach Systems - a Division of Softshare  
Outreach Systems offers a customer relationship management (CRM) system, called WebCATS, which is designed specifically for economic and business development. WebCATS tracks detailed demographic and economic information about your clients, as well as the assistance you provide to these clients. WebCATS has an integrated scorecard module and can be enhanced with eCenterDirect, a client Web portal where clients can request services, register for training events, or complete your surveys. Come visit us at the America's SBDC Conference to learn more about WebCATS and how it can help track and measure the impact of your business development efforts.
 
 Learn more... 

	



	 
Mark Your Calendar
 Click on the links below to learn more about each event.
 
Texas SBIR/STTR Summit & Conference 
June 12, 2013 
 
 
National Small Business Week
June 17-21st, 2013
 
Annual Pre-Conference Orientation Webinar
August 7, 2013 , 3 pm EST
 
Go Global Seminars
Ongoing
 
AES Compliance Seminar and AESPcLink Training 
Click here for more events. 
 
Small Business Lending Industry Events
Ongoing
 
Dept. of Energy Small Business Summits
Ongoing
 
2013 Annual Conference
Sept. 9-11th, 2013

	



	 
News You Can Use  
 
AARP & SBA Webinars
 
America's SBDC International Trade Group
 
Procurement Opportunities Guide
FREE DOWNLOAD!
LETTER TEMPLATE
 
2013 SBA Accreditation Contract Update
 
Google: Friday 15 Hangouts
Small business solutions in 15 minutes or less.Tune in for live discussions with industry experts via Google+ Hangouts.

SBA Advisory Board Report 
 
ASBDC National Impact Survey
 
The Conference Webpage
Get the latest by checking the conference webpage weekly.
 
Quickbooks' Training Licenses
Contact Brett Thibodeau for info on how to access a 2012 license. Need Technical Assistance? Call Quickbooks Licensing Help Desk at (888) 246-8848
 
Updating Center Info 
Simply click here to take a look. If you need to make a change contact your state's lead center office. Email Ann Maltese for more info. 



	Join the America's SBDC Members Group

	
This exclusive group boasts over 300 SBDC counselors and directors who post, share and discuss a variety of small business and industry topics every day.

Please note: This is for members of the America's SBDC only. 
 
Join the discussion now.



	 Quick Links

	Website
 
SBDC Members Only
  
SBDC Career Opportunities
 
Sponsors
 
SBDCNet



	The Network Connection is distributed to ALL subscribing members of the nationwide network of  the America's SBDC (ASBDC).  If you are a member of the SBDC network and would like to subscribe to the Network Connection, please  email or call us (703)764-9850.






			America's SBDC Network Connection



	Recently in the America's SBDC Blog...  
1. Gift Card Consumers Love Gift Cards... Should You?
1. 4 Easy Tips for Mobile-Friendly Emails
Click here to take a look. Subscribe today! Feel free to share articles, just link it back to our page.



	SBDCs in the News
America's SBDC is collecting stories of the SBDC's in the news. If you have news to share, please email  
april@asbdc-us.org
.
1. Hurricane Sandy aid for small business is moving slowly, raises concerns in Oklahoma
1. Swanky Marion Shop Recognized as Small Business Success Story
1. Woman-Owned Business is Leader in Screen Printing Business
1. Iowa startups No. 1 in revenue, magazine reports
1. LSBDC GNOR Named Top SBDC in the Nation
1. New partnership helping Davenport entrepreneurs succeed



	Meet the America's SBDC Committees

Committee Name: Operations

Charter: Advise Board and work with ASBDC President to represent the Network in negotiations with the SBA in support of high quality SBDC programs and client services. Develop joint SBA/SBDC Impact Survey procedures.
                               
Chair: Co-Chairs, Pam Benedon (PA), Mary Hoffman (NY)              
Board Liaison: Mark Petrilli (IL)



	Conference Corner
 
[image: Description: Description: 2013 Logo]"Who is your State Star?"  
It’s that time of year to select your State's star! The deadline for submissions is June 15th. There are new photo requirements, so please take note and submit the correct photo for your star. We would also love to have photos of State Stars in action. Click here for details on submissions. 
 
REGISTRATION IS OPEN!
You can now register for the fall conference - click here to learn more.
 
Ready to book your hotel room in Orlando? Click here for more information.
 
What workshops are available? Click here to see what is available at this year's conference. 
 
Would you like to sponsor or exhibit? To access the Prospectus click here. View & Register with the NEW online Prospectus
 
The Conference App
The Conference App proved to be another valuable asset at this year's conference. Besides utilizing all the app's features onsite you should be sure to take advantage of the app all year long. It serves as a great reference tool to what you attended, your notes, speaker bios, and workshop handouts.
 
The Conference Webpage:
One-stop-shop for everything you need to know about the 2013 Annual Conference in sunny Orlando, Florida. 
 
Save the Date!
Monday, September 9 - 12, 2013


[bookmark: LETTER.BLOCK28]
	Free Marketing Webinar for SBDC Clients  
You are invited to attend a content-rich, LIVE webinar presented by Robin Robins "The 2-Hour Marketing Miracle For Managed Services Providers, Cloud Integrators And IT Consultants" on Thursday, May 30, 2013 12 pm PST.
 
Robin Robins is a marketing consultant, sales trainer, and author who provides inexpensive and highly effective marketing strategies for small to medium VARs, Systems Integrators, MSPs, Solution Providers, and IT consulting firms. Over 5,000 IT business owners from around the world have enrolled in one or more of her programs to learn how to systematically attract more and better quality clients. In this webinar hear how MSPs did it:
1. "Following Robin's 2-Hour Marketing Miracle 'recipe' we closed 6 new clients on cloud contracts for a total value of $829,188." - Dave Johnson, Netropole
1. "We developed and packaged a unified threat management solution using exactly what Robin taught us to do. Long story short, we generated $39,480 in net new sales in under 2 hours." - Lliam and Jennifer Holmes, Owners, MIS Solutions, Inc.
1. "The first time we used this, we generated 7 new client contracts for a total of $9,800 per month on a 3 year contract. That will end up putting $352,800 in our pocket." - Chris Wiser, TechSquad
In this webinar you will learn:
1. The EXACT marketing system dozens of IT consultants have already used to close over half a million in new IT services sales from ONE campaign.
1. A non-salesy way to close more deals without having to do a lot of convincing or hard selling.
1. The fastest way to quickly build a list of qualified prospects.
1. How to instantly elevate yourself from the "IT guy" to "Trusted Expert."
  
To Register: www.technologymarketingtoolkit.com/microsoft
 
  
 


[bookmark: LETTER.BLOCK27]
	Resources for Veterans

Below you will find a few resources from the Illinois Department of Veterans Affairs. Feel free to utilize the attachments and share this information with veterans, veteran organizations, business groups and other organizations to help inform them about the services, programs and initiatives available to assist veterans.      
Get Certified as a Veteran-Owned- Business 
Email to Business Organizations
Veteran Business Program  
 


[bookmark: LETTER.BLOCK26]
	Texas SBIR/STTR Summit & Conference
 
Small business SBIR award winners = High Impact Clients. Over $3B is available to small businesses through SBIR/STTR programs.  The program managers responsible for granting these awards will be in
Austin, Texas on June 12th, along with buyers from Boeing, Lockheed Martin, L3 Communications, Shell Oil & Raytheon for this one-day event.  Attend this conference and encourage your clients to attend so they can learn more about Innovation Funding, SBIR 101, University/Faculty Entrepreneurship, Intellectual Property and Patent Protection and have the opportunity to participate in structured one-on-one networking with key players. SBDC Offices who actively promote this event will receive 2 complimentary passes to the conference. Special rate available for SBDC staff & clients (use code 
2013PRTNR).  
 
[image: Description: Description: http://ih.constantcontact.com/fs183/1101380815442/img/784.jpg] 
More information here



	Brandify to Stand on Its Own July 1, 2013

As you may know, Microsoft and ASBDC sponsored the Brandify service [image: Description: Description: http://ih.constantcontact.com/fs183/1101380815442/img/675.png]for the past year.  Thousands of small businesses and SBDC Clients have been able to utilize the service to improve their online reputation.  Microsoft has been pleased to be able to bring this valuable tool to the SBDC Network and we've heard great success stories of clients that have really benefitted from the service. 
 
Unfortunately, Microsoft's sponsorship of Brandify will end on July 1, 2013, and the ASBDC Consultant Portal will no longer be available.  The good news is, any active client profile as of July 1st will still be able to access Brandify free of charge because they are a client of SBDC.
 
If you have any questions, please contact nip@brandify.com



	SBDC Success Stories 
America's SBDC is collecting and sharing SBDC Success Stories. Please include the SBDC center name, state, client name, story and a photo. Click here for a sample. Email us.
 
State: Louisiana
Center: LSU-Shreveport SBDC
Client: Healthy Chef Meals, Inc.
Story: Jennifer Gieseke always had a passion for cooking, but with active [image: Description: Description: http://ih.constantcontact.com/fs183/1101380815442/img/782.jpg]children and a husband often away on business trips, she had little time to cook on a daily basis. So, once a month, she prepared 30 meals, freezing them until the family was ready to eat. "After a busy day, it was such a relief to know that dinner was prepared and all I needed to do was heat it up and make a salad," said Gieseke.

It was this approach to cooking that led Gieseke to becoming a personal chef and eventually starting Healthy Chef Meals. As the first personal chef in the Shreveport/Bosssier area, she found pleasure in helping other families take the stress out of cooking family dinner.

But it was in 2010, when she joined her then 16-year-old daughter in adopting a vegan diet that her vegetarian journey began. She started by eliminating all meat from her diet and eventually removed all animal products. "The health benefit statistics I read were truly amazing to me and I soon removed all animal products from my diet. Since starting this journey my weight has stabilized, my energy level has increased and I feel great," said Gieseke. (more)



	Free Procurement Opportunities Guide for Your Clients

America's SBDC has cooperated with Microsoft on a project to provide something of value to your small business clients: a guide to government procurement. To help facilitate your communication with your clients we are including a letter template with cover picture and the download link from the America's SBDC homepage. 
 
The American Chamber of Commerce Executives (ACCE) sent the same communication out to their members this week and Microsoft has already seen over 4,300 downloads. We encourage you to send the email below to your centers, notifying them of this free benefit and encouraging them to share with their clients. 
 
Click here for the Letter template 
DOWNLOAD the guide now on the America's SBDC homepage!



	SBDC Career Opportunities
1. May 17, 2013 - Lewisburg, Pennsylvania. Business Consultant, Bucknell University SBDC. Two full-time positions available. For details, click here.
1. May 16, 2013 - Roseburg, Oregon. Director of Business Incubation and Small Business Development, Umpqua Community College. For details, click here. 
1. May 15, 2013 - Bethlehem, Pennsylvania. Program Director, Lehigh University SBDC. For details, click here.  
1. May 15, 2013 - San Bernardino County, California. Business Consultant, Inland Empire SBDC. Two part-time positions available. For details, click here. 
1. May 14, 2013 - Monroe, Louisiana. State Director, Louisiana SBDC. For details, click here. (Applications should be submitted before June 10, 2013 for priority consideration.)
1. May 7, 2013 - Panama City, Florida. Director, SBDC/Veterans Business Outreach Center. For details, click here. (Deadline: Apply by 5/17/2013)
Click here to visit the Career Opportunities page.




	






	






	
	The WEEKLY CONNECTION is distributed by the Illinois SBDC and DCEO Office of Entrepreneurship, Innovation & Technology each Monday to members of the 
DCEO Illinois SBDC Network to provide these service delivery partners with 
regular updates on small business issues, opportunities and resources.  If you 
have information you would like to share with the Network please e-mail to 
.  Please feel free to forward this update to other 
interested resource providers and key stakeholders
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